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in the field, May, page 15 

Where There’s a Need There is a Computer — A Program — A 
Service — A Specialist, May, page 16 

Take a Hard Look at Hardware, May, page 22 

Justifying a Computer, Steven A. Epner, May, page 26 

Two Machines Make Agency Mailings More Productive — The 
computer and the postage meter, May, page 31 

Who Says You Can’t Take It With You? — Laptop computers go 
where you go and do what you used to do only in the office, Richard 
N. Bohn, October, page 23 


ECONOMY 
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at 16 agencies — with style! February, page 4 
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Should You Go First or Last? — The timing of a sales presentation 
can influence its outcome, February, page 47 
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March, page 25 

How to Handle the Complaints Wher You Must Raise Prices, 
April, page 14 

Color Them Successful — Consultant tells how agency newsletters 
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Warehouses Do More Than Stock Products — They Build Busi- 
ness, June, page 4 
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page 10 

Three Days on the Road With an Agent — A fictional account of a 
road trip through the eyes of a sales manager, June, page 29 
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November, page 14 

How to Beat the Office Supply Schemes and “Paper Pirates” at 
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Tax Reform — Highlights of President Reagan’s press conference 
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Update, October, page 20 
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How to Create an Exceptional Trade Show Exhibit, Mike Caiazza, 
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at a trade show, August, page 20 

Prospects Scattered All Over? Put Your Own Show on the Road — 
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road trip through the eyes of a sales manager, June, page 29 
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road with manufacturers’ agents and their principals, July, page 34 
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Survey Reveals Preferred Airlines and Travel Attitudes — Biennial 
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How to Make Business Travel Safe and Pleasant, September, page 16 
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ARTICLES BY MONTH 


JANUARY 


An Interview With Don Earnshaw, Deputy Assistant Secretary, 
U.S. Department of Commerce, page 4 

How Americans Sell Canadian Products, page 9 

Knowing the Customs Will Help You Sell the Customers, Jim Gib- 
bons, page 13 

Considering a Foreign Sales Corporation? Take a Look at Setting 
Up in Guam, page 16 

13 Ways the U.S. of Commerce Can Help You Make 
Your Business More Profitable Through Exports, page 18 
Creating an International Marketing Plan, Samuel B. Kogen, page 19 
Thinking About Export? Reach Out With Your Domestic Repre- 
sentatives, George Black, page 22 

Computer Update: In this interview, Evan Domingo describes a 
fully automated data entry system for manufacturers’ agencies, 
page 30 


FEBRUARY 


This manufacturer does more than motivate agencies with newslet- 
ters ... much more: Panel Components Corporation publishes 8 
pages in two colors, once a month, and reaches more than 90 people 
at 16 agencies — with style! page 4 

How Agents and Distributors Work Together — Agents who sell to 
distributors claim that effective communication is the key to suc- 
cess, page 11 

Industrial Distribution Magazine Features Agency Column — Jim 
Gibbons, MANA president, leads off the series, page 18 

The Agent as a Distributor, page 22 

The Distribution Marketing Triangle, page 25 

Computer Update: The Single Source Solution — Vertical Software 
Systems, Inc. is dedicated to providing single source solutions to 
manufacturers’ agencies, Marie Costa, page 27 

Territorial Restrictions Under the Antitrust Laws, George D. 
Webster, page 30 

Should You Go First or Last? The timing of a sales presentation 
can influence its outcome, page 47 


MARCH 


Building Strong Bridges to Principals, page 4 

Product Training: How Manufacturers Can Train Their Agents — 
How Agents Can Train Their Salespeople, page || 

The Wright Way to Hold a National Sales Meeting, page 14 
Expanding Your Agency Means Spending More Time Managing, 
page 19 

Who’s Afraid of the Big Bad Computer? Bcb Nadler, page 21 
1984 Index of Articles — Articles by Subject — Articles by Month, 
page 25 


APRIL 


It Takes One to Know One — American Swiss Products started as 
an agency, now imports, sells through 14 agencies, page 4 
Pricing For Profit and For the Territory, page 9 

How to Handle the Complaints When You Must Raise Prices, page 14 
Color Them Successful — Consultant tells how agency newsletters 
and promotion pieces succeed by being different, page 15 

Easing the Impact of a Major Business Expense, Irving L. 
Blackman, page 22 


It Goes With the Territory — What goes with the territory should 
be the result of careful planning: Here’s how to do it, page 25 


How to Work With an Advertising Agency, page 28 


Life in the Fast Lane — A look at the cost to operate your own car 
and to rent a car, page 41 


MAY 


The 1985 Profile of Agency Computer Use, page 4 

Is a Computer Really Worth It? Yes, according to these agents we 
interviewed, page 10 

You Can Take It With You — And Sell With It: Using a computer 
in the field, page 15 

Where There’s a Need There is a Computer — A Program — A 
Service — A Specialist, page 16 

Take a Hard Look at Hardware, page 22 

Justifying a Computer, Steven A. Epner, page 26 

Agency Growth — Should you intensify or diversify? Jim Gibbons, 
page 28 


Two Machines Make Agency Mailings More Productive: The com- 
puter and the postage meter, page 31 


How to Avoid Hotel-Airline Overbooking, page 34 


The Personal Dimensions of Persuasion — How people respond dif- 
ferently to sales presentations, page 36 


JUNE 


Warehouses Do More Than Stock Products — They Build Busi- 
ness, page 4 

Careful Warehouse Layout Increases Efficiency: Case study shows 
how to make better use of space, Allan F. Ayers, CMC, page 10 
Agents Report That Commission Rates Have Stabilized, page 15 
Survey of Sales Commissions, page 16 

What Should an Agent Look For in a Banking Relationship? An in- 


terview with Bill Arnold, regional vice president of the Midland 
Bank and Trust Co. (N.J.), page 18 


How to Ask a Bank to be Your Business Partner, page 21 

An Overview of Business/Bank Relationships, page 23 

Planning Pays Off For This Agency: Upstate Component Sales 
plans for growth with people and computers, page 25 

Three Days on the Road With an Agent: A fictional account of a 
road trip through the eyes of a sales manager, page 29 
Presentations That Get Attention and Are Remembered, page 32 
How to Successfully do Business in Japan, page 44 


JULY 


An Agency That’s Here to Stay — R.E. Edwards & Associates, Inc. 
builds continuity on strong family bonds, page 4 


They’re Ganging Up on You — Buying committees aren’t new, but 
they are becoming more popular, page 9 

What the Well Dressed Agent Wears on the Job and Off, page 14 
Why Businessmen Prefer Blue and Gray, page 22 

Some Fashion Tips For Women in Sales, page 23 

How to Shop For Clothes Confidently, page 24 

Putting a Value on Fringe Benefits, Mark E. Battersby, page 25 
How to Locate, Screen and Hire the High-Performance Employee, 
Jeanne and Herbert Greenberg, page 28 

Driving Ambition — Part two of a fictional account of life on the 
road with manufacturers’ agents and their principals, page 34 
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ARTICLES BY MONTH 


The Six Basic Ways to Take Money Out of Your Closely Held Cor- 
poration, Irving L. Blackman, page 39 


AUGUST 


Manufacturers and Agents Show Their Stuff — Manufacturer dis- 
plays designed to build traffic — Agencies sell principals’ products, 
stress agency strengths, page 4 

There’s No Business Like (Trade) Show Business, page 6 

How to Get the Show on the Road, page 8 

No Chairs in the Booth! page 10 

1985 MANA Trade Show Survey of Manufacturers’ Agencies, page 12 
1985 MANA Trade Show Survey of Manufacturers, page 13 
Agents: How to Make the Most of Your Trade Show Participation, 
Michael Spronck, page 14 

How to Create an Exceptional Trade Show Exhibit, Mike Caiazza, 
page 19 

The Perils of Trade Show Business — How to protect your property 
at a trade show, page 20 

Prospects Scattered All Over? Put Your Own Show on the Road — 
The Willard Nott agency and three principals do a whirlwind tour, 
page 22 

Agents: How to Prepare For a Principal’s Sales Meeting, page 28 
The 1985 MANA Sales Meeting Survey, page 29 

Manufacturers: How to Plan For and Conduct an Effective Agency 
Sales Meeting, Rod Spronck, page 30 

Tax Reform: Highlights of President Reagan’s press conference on 
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Why Not an Office at Home? More than just the high cost of office 
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Financial Planning — The name of the game is the same, but the 
rules keep changing, page 14 

You Need a Will For Effective Financial Planning — Tax Revision 
Update, page 20 
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talists for sound ideas, Ali Hashemian, Ph.D., page 21 
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page 8 

Compensating Agencies For Non-Sales Work — How manufactur- 
ers are getting the help they need from their agencies, Jim Gibbons, 
page 14 

Planning Your Way to Greater Profits — A proper business plan 
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cation is the Key, Arthur D. Anderson, page 28 
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Use, George D. Webster, page 49 
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Qualified Sales Are Only the Beginning — Al Gehn explains how 
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of Age, Shelly Hilton, page 12 
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velopes and Business Cards, Robert Scott, page 34 if 
How to Protect Yourself From the Phony Invoice Schemes, page 38 
Preferred Stock Dividend — An Easy Way to Save Taxes and How 
to Free Life Insurance Proceeds From the Clutches of the Estate 
Tax, Irving L. Blackman, C.P.A., page 48 
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